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Volume 127, Numbers 1, 2, 3, 4, 5 and 6 


On this and the following pages is listed the special feature material published in OFFICE 
APPLIANCES magazines during the first half of 1968. Articles are classified by subject to 
permit easy and convenient reference. 


| - MANAGEMENT (administration) 





SHOULD WE MOVE TO A SUBURBAN LOCATION? OA's "Problem-Solver" lists basic guide- 
lines for dealers who are considering joining the movement to shopping centers from downtown 
locations. January, 1968, pages 32-34. 


"YOU'RE ALL MISSING THE BOAT." Boise Cascade's first automation supplies seminar 
produces selling tips and a startling challenge to dealers. January, 1968, pages 42-45. 


SIX STEPS TO BOOST YOUR DP SALES. An article adapted from a manual prepared by George 
Matchette, general manager of Willis & Pedersen, San Francisco, to help dealers set up 
programs to sell more data processing supplies. January, 1968, pages 46-51 and 64-68. 


FORMS DESIGN DEPENDS ON TEAMWORK. Woodrow Spear of Industrial Office Supply 
Co., believes that to sell forms and equipment the dealer must educate his clients to educate 


themselves. An OA editor accompanies Spear on one of his "teach-and-sell" ventures. 
January, 1968, pages 55-58. 


HOW TO SELL FORMS CREATIVELY. A merchandising-minded manufacturer, ABC Business 
Forms, Miami, Fla., offers sales schools to help stimulate dealers' sales of business forms. 
January, 1968, pages 59-63. 


DOES IT PAY TO SPECIALIZE YOUR SALES FORCE? Market and area are the key factors 
in deciding whether a dealer's salesmen should be general line--handling supplies, furniture 
and machines--or should be specialists in one of these areas says OA's "Problem-Solver ." 

In this article he explains why. February, 1968, pages 28-30. 


THE DANGERS AND DELIGHTS OF NEW PRODUCTS. Members of OA's Advisory Committee 
of 100 define a new product from the dealer's point of view and then consider how important 
such items are to his business and how best to handle them. February, 1968, pages 36-37. 


DO YOU NEED YOUR OWN CATALOG? "Problem-Solver" Kenneth Sprague discusses the 
dealer catalog--whether or not a dealer should have one, what it should contain and pointers 
on its production. March, 1968, pages 44-45 and 48. 
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AUTOMATION CLEARS THE WAY FOR FUTURE GROWTH. The G. E. Stimpson Co. of 
Worcester, Mass., wanted to grow but it couldn't until computerization of internal operations 
solved the problems of too much paperwork. March, 1968, pages 54-62. 


CAN YOU AFFORD NOT TO AUTOMATE? The factors involved in automating a dealer's 
internal operations are reviewed by executives of a dealership and an EDP service organiza- 
tion. March, 1968, pages 63-65 and 162-164. 


DEALERS HELP BUILD WORLD'S LARGEST FURNITURE FACTORY. At every major stage in 
the development of Art Metal's new million-square-foot plant at Jamestown, N.Y., the 


company sought the opinions and proposals of its Dealers Advisory Council. March, 1968, 
pages 156-159. 


SUPPLY SELLING IS CHANGING. An executive of Allied Carbon & Ribbon Mfg. Corp. 
suggests ways dealers can increase their supply volume in direct ratio to the growth in sales 
of portable and office electric typewriters and the advent of smaller and less costly data 
processing equipment. March, 1968, pages 176-178. 


SELF-SERVICE IS AN EFFECTIVE DRAWING CARD. The "Problem-Solver" believes that the 
possibilities of self-service should be thoroughly explored by any firm that intends to capitalize 
on store customer traffic. He lists the advantages--and a few drawbacks. April, 1968, pages 


32-34. 


WHAT'S HAPPENING IN THIS INDUSTRY ANYWAY? OA probes distribution trends of an 
industry in the throes of change. April, 1968, pages 41-49. 


HOW ED NOLL FIGHTS DUAL DISTRIBUTION. A 49-year veteran of the office machines 
business tells how he has learned to cope with the dual distribution practices of some manu- 
facturers. April, 1968, pages 44-45. 


"IF | CAN'T MAKE IT, | DON'T DESERVE TO." Flint, Mich., dealer, R. P. Lewis, Jr., 


explains his lack of sympathy for the dealer who is pressed to the wall by competitive conditions. 
April, 1968, page 48. 


WHAT'S UP WITH LITTON AND BOISE? Nothing has caused so much sustained uproar in the 
office products industry as the entry at the retail selling level of Litton Industries and Boise 
Cascade Corp. This article describes their activities in this field and lists what they have 
bought or built. April, 1968, pages 50-53. 


"SMALL" CHAINS STRENGTHS. The story of four regional "chains" and how they have grown. 
April, 1968, pages 54-55. 


"OUTSIDERS" CUT INTO DEALERS' PIE. OA finds Sears, Montgomery Ward and others casting 
a hungry eye on the burgeoning office products market. April, 1968, pages 56-57. 


WHY THEY SELL DIRECT. Manufacturers defend a course of action that is the big chronic 
gripe of dealers. April, 1968, pages 60-61. 
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WHERE DO MERGERS GO FROM HERE? Where the trend will lead is anybody's guess, but 
OA is well aware the merger rate is speeding up as it lists those in the past five years in- 
volving furniture, machine and supplies manufacturers as well as dealers. April, 1968, pages 


64-65 and 68-69. 


HARD COMBINATION TO BEAT: FATHER-SON PARTNERSHIP. A father's experience and 
his son's youthful drive are but two of the advantages of this kind of business arrangement 
pointed out by the author, a former tax consultant. April, 1968, pages 110-113. 


KIMBRELL URGES DEALERS TO FIGHT FOR FAIR SHAKE. National Office Products 
Association's President Billy Kimbrell tells San Francisco convention of alarming developments 
shown in recent poll and suggests how dealers can fight back. April, 1968, pages 118-119. 


HOW TO EXPEDITE YOUR CLAIMS FOR FREIGHT DAMAGE. "Problem-Solver" Ken Sprague 
offers advice on solving a growing headache. May, 1968, pages 30-31. 


PROSPECTS LOOK GOOD IN FURNITURE. A spot check of members of OA' Advisory 
Committee of 100 reveals plenty of good things going for dealers--and some "minuses." May, 
1968, pages 40-45. 


THREE WAYS TO GET A GOOD IMAGE. Forced to move, Peabody Office Furniture Co. 
transformed a red brick plumbing supply warehouse in "New Boston" into office furnishings 
showrooms with the idea of becoming the best dealer around. May, 1968, pages 48-51. 


MILLION-DOLLAR AIM IN THE MIDDLE MARKET. Boldness and imagination have paid off 

for Aaron Hull of Chicago who started Aaron's Office Furniture with $3,000 he scraped together 
12 years ago. His firm's sales now run well over $500,000 annually, and he envisions a 25% 
per year growth rate. May, 1968, pages 56-57 and 60-62. 


DEALERS PREVIEW NEW LINE FOR SPECIFIERS. Corry Jamestown Corp. invites dealers from 
major market areas to inspect its new Source Group and learn about the marketing materials 
available to those who sign up to handle it. May, 1968, pages 78-79. 


OPPOSING ANSWER TO CATALOG QUESTION. Jerold A. Hecktman, vice-president/ 
advertising for a national office products wholesaler, takes issue with a March, 1968, article 
by OA's"Problem-Solver" and details the benefits a catalog brings to the dealer, his salesmen 
and the customer. May, 1968, pages 138-140. 


DEALER'S VIEW OF "CHAIN" COMPETITION. The power of national chains is still an un- 
measured force in the office products industry, but here are the impressions of one dealer-- 


Joseph Yates, Jr., president of Joseph F. Yates, Inc., New Haven, Conn. May, 1968, 
pages 142-147. 


CRACKING THE CRITICAL BARRIER TO DEALER SUCCESS. When a dealer's business grows 

to the point he finds it impossible to keep pace with the opportunities that are apparent, he 
must set new goals that are realistic and then be willing to take whatever chances are necessary 
to reach them. OA's "Problem-Solver" offers guidelines for such expansion. June, 1968, 
pages 32-34. 
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SHOULD SUPPLY SALESMEN SPECIALIZE? Members of OA's Advisory Committee of 100 


consider the "whys" and "why nots" of a question important to many dealers. June, 1968, 
pages 47-49. 


THIS MAN IS STEALING YOUR CUSTOMERS. OA "falls for" New Yorker's "distress 
selling” pitch, and the editors proceed to describe his call. June, 1968, pages 50-51. 


RACKET CENTERS IN NEW YORK. A racket of particular interest to the office products 


industry is the selling of supplies with a phony sympathy appeal-commonly termed by the 
Better Business Bureau as "distress" selling. June, 1968, pages 51-52 and 60. 


WARNING! BEWARE OF GYPSTERS! OA details hearings conducted by the Federal Trade 
Commission against a New York City firm charged with violation of the law in selling office 
supplies by employing false and deceptive practices. June, 1968, page 61. 


JAPAN'S OFFICE PRODUCTS INDUSTRY ZOOMS AHEAD. In less than two decades Japan 
has been able to develop a thriving manufacturing capacity in all types of office supplies, 


business machines and metal office furniture. This article tells how it has been done. June, 
1968, pages 66-67 and 70-77. 


THE BIG RIDDLE OF SCHOOL SUPPLY SALES. Bob Emmons, the president of a four-store 


chain of suppl y~furniture-machine stores in the Wisconsin River Valley, lists the make-it-or- 
break-it factors in selling to students today. June, 1968, pages 150-154. 


Il - SALES & SALES TRAINING 





FAST START LANDS $50,000 JOB. Valley Office Supply of Bakersfield, Calif., shows how 
a good plan and a reputation for good service put a dealer a long step ahead of the competition 
in vying for a big furnishings job. January, 1968, page 20. 


"YOU'RE ALL MISSING THE BOAT." Boise Cascade's first automation supplies seminar 
produces selling tips and a startling challenge to dealers. January, 1968, pages 42-45. 


SIX STEPS TO BOOST YOUR DP SALES, An article adapted from a manual prepared by 
George Matchette, general manager of Willis & Pedersen, San Francisco, to help dealers 
set up programs to sell more data processing supplies. January, 1968, pages 46-51 and 64-68. 


THE PRODUCT THAT SELLS ITSELF, A general manager for a forms company insists that nearly 
every customer is a prospect for stock business forms and many a salesman gets an order simply 
by showing samples. January, 1968, pages 52-54. 


FORMS DESIGN DEPENDS ON TEAMWORK. Woodrow Spear of Industrial Office Supply 
Co. believes that to sell forms and equipment the dealer must educate his clients to educate 


themselves. An OA editor accompanies Spear on one of his "teach-and-sell" missions . 
January, 1968, pages 55-58. 
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HOW TO SELL FORMS CREATIVELY. A merchandising-minded manufacturer, ABC Business 
Forms, Miami, Fla., offers sales schools to help stimulate dealers’ sales of business forms. 
January, 1968, pages 59-63. 


ANTICIPATE YOUR CUSTOMER'S PROBLEMS. Keen observation on a call paid off hand- 
somely for a Rochester, N.Y., salesman when he realized a better filing system was needed 
by a phone company. February, 1968, page 20. 


DP BINDER IS HOT ITEM FOR DEALER. A Mississippi dealer moves fast with new binder for 
data processing programmers and scores solidl y--beginning with the very first prospect he 
calls on. February, 1968, pages 38-41. 


SPACE-SAVING CONCEPT SELLS LATERAL FILES. Thomas Slotterbeck of Oak Brook Office 
Interiors finds the key to increasing sales--a thorough knowledge of product applications 
and their advantages. February, 1968, pages 42-45. 


KANAK TELLS HOW HE SELLS ELECTRONIC CALCULATORS. A detailed interview with 
Don Kanak, partner in a Cicero, IIl., dealership, brings out the many problems involved in 
introducing a radically new product. February, 1968, pages 46-49 and 58-62. 


"FULL SERVICE" PITCH SELLS $175,000 JOB. Partner in Brenner Desk Co. beats out 
competition from direct-selling manufacturers by offering a trucking firm a "complete package" 


--beginning with partitions and including space planning, color coordination, carpeting, 
and furniture. March, 1968, page 28. 


SUPPLY SELLING IS CHANGING. An executive of Allied Carbon & Ribbon Mfg. Corp. 
suggests way dealers can increase their supply volume in direct ratio to the growth in sales 
of portable and office electric typewriters and the advent of smaller and less costly data 
processing equipment. March, 1968, pages 176-178. 


PUTTING "SIZZLE" IN SELLING GOT THE ORDER. Supply salesman Sid Morris practiced 
and polished his presentation of an easel binder, little realizing that one customer would 
want only the non-glare sheet protectors it contained--$500 worth of them. March, 1968, 
page 22. 


USED DESK BRINGS IN $20,000 ACCOUNT. Salesman Peter Roth finds it pays to treat a 


used furniture customer just as well as one buying new furniture. May, 1968, page 20. 


PROSPECTS LOOK GOOD iN FURNITURE. A spot check of members of OA's Advisory 
Committee of 100 reveals plenty of good things going for dealers--and some “minuses.” 
May, 1968, pages 40-45. 


DOING SOMEONE A FAVOR CAN BE VERY REWARDING. Making some minor adjustments 
on a typewriter he didn't sell to the school brought machine orders and increased supplies 
volume for Vern Hartman, a partner in Business Supply Co. June, 1968, page 22. 
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Il - SALES & SALES TRAINING - cont'd 





LONG DAY'S JOURNEY OF A SALESMAN. Covering an ordinary work day in the life of 
Dave Kirshner shows an OA editor what makes life interesting, unusual and profitable for a 
young Chicago supplies salesman. June, 1968, pages 40-46. 


SHOULD SUPPLY SALESMEN SPECIALIZE? Members of OA's Advisory Committee of 100 
consider the "whys" and "why-nots" of a question important to many dealers. June, 1968, 
pages 47-49. 


THE BIG RIDDLE OF SCHOOL SUPPLY SALES. Bob Emmons, the president of a four-store 
chain of suppl y-furniture-machine stores in the Wisconsin River Valley, lists the make-it-or- 
break-it factors in selling to students today. June, 1968, pages 150-154. 


HOW A GIANT FIRM BUYS. Western Electric Co. buys $5 million worth of office supplies 
annually--here's the description of the firm's purchasing setup. June, 1968, pages 156-159. 


Ill - MERCHANDISING 





A. Advertising & Promotion 





ARE YOU SET FOR NOPW PROMOTION? Nine steps to profit with OA's National Office 
Product. Weeks promotion. February, 1968, page 54. 


NEW YORK DEALER HOLDS HIS OWN SHOW. Alpha Business Machine Corp. stages a 
half-day showing of 42 new business products at the Chemical Bank Building in New York. 
March, 1968, page 69. 


ITKINS FIND UGLIEST OFFICE. A New York furniture dealer conducts a contest to find 
the ugliest office in the area; it draws more than 230 responses--or new leads. May, 1968, 
pages 46-47. 


MILLION-DOLLAR AIM IN THE MIDDLE MARKET. Aaron Hull of Aaron's Office Furniture 
in Chicago has hired a local agency to help with his promotion, including the “Dear Friends" 


ads that play on what is topical and appear in the classified section of the Chicago Sunday 
Tribune. May, 1968, pages 56-57 and 60-62. 


WINNERS ANNOUNCED IN NOPW SWEEPSTAKES. Winners of prizes in the 1968 National 
Office Product Weeks promotion are announced. June, 1968, pages 62-63. 


B, STORE LAYOUT & DISPLAY 





SELLING ART IN THE "FAR EAST." Art supplies are a big business today, and Illinois dealer 


Orvo Helander displays them separately and attractively in a special room at the far east end 
of his building. March, 1968, pages 66-68. 
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SELF-SERVICE IS AN EFFECTIVE DRAWING CARD. OA's "Problem-Solver" believes that 
the possibilities of self-service should be thoroughly explored by any firm that intends to 


capitalize on store customer traffic. He lists the advantages--and a few drawbacks. April, 
1968, pages 32-34. 


THREE WAYS TO GET A GOOD IMAGE. Forced to move, Peabody Office Furniture Co. 


transformed a red brick plumbing supply warehouse in "New Boston" into office furnishings 
showrooms with the idea of becoming the best dealer around. May, 1968, pages 48-51. 


IV - MARKET RESEARCH 





WHAT'S HAPPENING IN THIS INDUSTRY ANYWAY? OA probes distribution trends of an 
industry in the throes of change. April, 1968, pages 41-49. , 


PROSPECTS LOOK GOOD IN FURNITURE, A spot check of members of OA's Advisory 


Committee of 100 reveals plenty of good things going for dealers--and some "minuses." 
May, 1968, pages 40-45. 


V - PRODUCT DATA 





THE DANGERS AND DELIGHTS OF NEW PRODUCTS. Members of OA's Advisory Committee 
of 100 define a new product from the dealer's point of view and then consider how important 
such items are to his business. February, 1968, pages 36-37. 


JAPAN'S OFFICE PRODUCTS INDUSTRY ZOOMS AHEAD. In less than two decades Japan 
has been able to develop a thriving manufacturing capacity in all types of office supplies, 
business machines and metal office furniture. This article tells how it has been done. June, 
1968, pages 66-67 and 70-77. 


VI - OFFICE DESIGN 





TRAVIS REMEMBERS THE ALAMO. Remodeling the Travis Savings and Loan Association 
quarters in San Antonio, Tex., created many unusual problems, but Miller Desk Co. of 
Los Angeles met the challenge. May, 1968, pages 64-68. 


HOW TO THINK AND LIVE OFFICE LANDSCAPING. Five experts discuss this new design 


concept at a conference sponsored by Office Design magazine, OA's sister publication. 
May, 1968, pages 71-75. 





Vil - INDUSTRY SHOWS AND MEETINGS 





PROS AND CONS OF "BUSINESS GUEST DAYS" AT NOPA SHOW. Controversy develops 


over admitting consumers to the National Office Products Association's big show. February, 
1968, pages 104-106. 
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Vil - INDUSTRY SHOWS AND MEETINGS - cont'd 





KIMBRELL URGES DEALERS TO FIGHT FOR FAIR SHAKE. National Office Products 
Association's President Billy Kimbrell tells San Francisco convention of alarming developments 
shown in recent poll and explains how dealers can fight back. April, 1968, pages 118-119. 


VII - FOREIGN SHOWS AND MARKETS 





JAPAN'S OFFICE PRODUCTS INDUSTRY ZOOMS AHEAD. In less than two decades Japan 
has been able to develop a thriving manufacturing capacity in all types of office supplies, 
business business and metal office furniture. This article tells how it has been done. 

June, 1968, pages 66-67 and 70-77. 


IX - MISCELLANEOUS INDUSTRY NEWS 





"DEALER OF THE YEAR" AWARD GOES TO ITKINS. Ben Itkin and his brothers--Sam 
and Abe--of Itkin Bros., Inc., New York, are the joint recipients of OA's "Office 
Equipment Dealer of the Year" award for 1968. February, 1968, pages 50-53. 


EATON PAPER CO, CELEBRATES 75TH ANNIVERSARY. Too busy to "raise any flags" for 
its diamond anniversary, Eaton decides to offer special values to retailers instead. March, 
1968, pages 180-181. 





OFFICE APPLIANCES Magazine is published by Business Press International, Inc. 
Editorial Offices: 288 Park Ave., West, Elmhurst, Illinois 60126 


(Copies of these articles are available from University Microfilms, Inc., 300 N. 
Zeeb Rd., Ann Arbor, Michigan 48 106) 


INDEX OF FEATURE ARTICLES IN OFFICE APPLIANCES July through December 1968 





Volume 128, Numbers 1, 2, 3, 4, 5 and 6 


On this and the following pages is listed the special feature material published in OFFICE 
APPLIANCES magazines during the second half of 1968. Articles are classified by subject 


to permit easy and convenient reference. 


| - MANAGEMENT (Administration) 





IT TAKES WORK TO RECRUIT A GOOD SALESMAN. OA's "Problem-Solver" comes up with 
14 productive sources for a thorough recruitment program--in addition to "help wanted" ads. 
July, 1968, pages 30-32. 


IT'S DIRECTION THAT MAKES THE BIG DIFFERENCE. Four Detroit machine dealers analyze 
their own businesses, their goals and reveal the spirit that has brought them success. July, 


1968, pages 40-45. 


WHERE OJT COULD GO FROM HERE. Dedication marks the effort of the National Office 
Machine Dealers Association to close the manpower gap through a federally funded On-the- 
Job-Training Program. July, 1968, pages 46-48. 


PROMOTING STOCK ITEMS AS BUSINESS GIFTS. Dealers tell how they tap holiday gift 
market with standard merchandise. July, 1968, pages 49-51. 


HAWAIIAN DEALER "SWINGS" WITH SYSTEM SALES. When Fisher-Hawaii organizes a 
new division to cash in on the burgeoning systems market, it starts making big sales immediately. 
July, 1968, pages 52-54. 


HOW MRI TRAINS SERVICEMEN, The Michigan Rehabilitation Institute has a comprehensive 
training program for office machine mechanics. Here is an account of what the students are 
taught. July, 1968, pages 87-88. 


HOW TO SELECT THE BEST APPLICANT. In July, OA's "Problem-Solver" listed a wide 
variety of sources for recruiting possible salesmen. This month he details the "do's" and 
"don'ts" in actually choosing the best applicant. August, 1968, pages 28-29. 


ARE YOU NEGLECTING IMPORTANT MARKETS? Members of OA's Advisory Committee of 
100 report that the dollars are there--in the office-in-the-home, in educational institutions, 


in systems selling and in many other areas--if dealers want to go after them. August, 1968, 
pages 36-40. 


CARR'S GROWTH MARKET. A Long Island dealer profits in the educational field with 
machine shorthand, a method that is catching on in schools everywhere. August, 1968, 
pages 41-43. 
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| - MANAGEMENT (administration) cont'd 





HOMW OFFICE MARKET OFFERS PLENTY OF SALES. A suburban Chicago dealer reveals 
how he makes 15% of his volume from the office-in-the-home market. August, 1968, 
pages 44-47, 


WOULD YOU BELIEVE AN $87,000 SHELVING JOB? Steel shop equipment can be a high- 
volume item for dealers, but it takes a special kind of selling. August, 1968, pages 52-56. 


HOW TO AVOID WASTED EFFORT IN HIRING SALESMEN. In his articles in July and 
August the "Problem-Solver" discussed recruiting and selecting the salesman. Now he takes 
up the actual hiring and the necessary steps to make the new man feel he belongs to the 
organization. September, 1968, pages 38-39. 


YOU'VE GOT TO MAKE THEM WANT TO WALK IN. Members of OA's Advisory Committee 
of 100 tell how to make a store a prime promotional tool that adds substantially to profits. 
September, 1968, pages 46-53. 


HOW VALLEY STATIONERS BUILDS WALK-IN TRADE. A modern store, pleasant atmosphere, 
a wide variety of merchandise and good service bring in an average of 250 customers each 
day for California dealer Warren Miller. September, 1968, pages 56-60. 


ACCENT ON WALK-IN SALES. Dick Cole created a store that was tailor-made for the walk- 
in customer, and his trade increased 30%. September, 1968, pages 61-62. 


THE SHOWROOM THAT SELLS DESIGN. An El Paso, Tex., dealer finds his new furniture 
showroom works wonders when it "produces an effect that shows the result of a design co- 
ordinated package." September, 1968, pages 67-68. 


EFFECTIVE SPACE USAGE HELPS EFFICIENCY. A Memphis, Tenn., dealer tells from his 
own experience how a crowded and cluttered store can cut down efficiency and lower 
employee morale-~and how a little extra elbow room and breathing space can give the whole 
business an upbeat attitude. September, 1968, pages 70-72. 


NEW ROLE FOR DEALERS IN MODULAR OFFICES. Revolutionary new furnishings for the 


ever changing office may provide dealers with a constant market. September, 1968, pages 
154-165. 


THE CUSTOMER'S RETURN ON INVESTMENT. Manufacturer of dictating machines and 


systems provides follow-through tips on how to keep customers satisfied. September, 1968, 
pages 166-167. 


FIVE FACTORS TO WEIGH BEFORE "GOING DISCOUNT". The "Problem-Solver" considers 
the plight of the dealer who feels he must go after customers that will have to be given a 
discount from his standard price lists. October, 1968, pages 38-39 and 42. 


WORLD'S MOST EFFICIENT OFFICE PRODUCTS DEALER. The new building of Rud. Fuerrer 
& Sons of Zurich, Switzerland, and its automated operation might well come very close to 
any dealer's dream of a perfect facility. October, 1968, pages 54-59. 
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| - MANAGEMENT (administration) cont'd 





THE MARKING PEN MIRACLE. This article describes a visit to a commercial art studio and 
the many uses made there of porous-tip pens and felt-tip markers. It also includes good 


ideas for effective sales approaches to a market some dealers may be overlooking. October, 
1968, pages 94-97. 


HOW ATLANTA DEALER GIVES FAST SERVICE. An automatic telephone-answering device, 
known as a "Code-a-Phone," helps Standard Office Systems provide round-the-clock 
service for its graphic equipment and materials customers. October, 1968, pages 100-102. 


"YOU DON'T HAVE TO DISCOUNT." Without resorting to discount selling a suburban 
St. Louis dealer has managed to build a solid business located in a beautiful new store. 


October, 1968, pages 266-273. 


MAKING OJT A REALITY. It's graduation time for a group of students in the on-the-job- 
training program sponsored by the Stationers Association of New York and the federal govern- 
ment's Manpower Career Development Agency. October, 1968, page 292. 


PROFIT-SHARING PLAN PREVENTS STAFF LOSS. Maryland dealer B. Hayden Pentz 
believes so strongly in profit sharing that he has steadily improved the program at Callaway 
Typewriter Co. Asa result, the firm has not lost an employee since profit sharing was 
introduced in 1950. October, 1968, pages 294-296. 


FACTORS IN DISCOUNTING FURNITURE AND MACHINES. The "Problem-Solver" dis- 
cusses the pitfalls to be avoided when a dealer decides to go this route. November, 1968, 
pages 36-38. 


IT'S WHAT YOUR CUSTOMERS THINK THAT COUNTS. Performance--not promotion-- 


is the key factor in building a company's image say top dealers across the nation. November, 
1968, pages 44-49. 


CANON'S COOL CALCULATION. George Kyotow tells how he developed a successful 
dealer franchise policy for Canon, USA, when the company began importing Japanese- 
made transistorized desk-top calculators and then later offered Japanese-made integrated 
circuit electronic calculators. November, 1968, pages 64-69. 


MAKING MISFORTUNE PAY. When a Saginaw, Mich., dealer's store was destroyed by 
fire, he suffered a heavy loss, but he quickly set about getting back into business in a new 


location--near an outlying shopping center and industrial area. November, 1968, pages 
128-129. 


A CUSTOM JOB WITH CHAIR MATS. Salesman for an Illinois dealership finds that carpeted 
offices offer a good market for plastic chair mats as he sells 400 of these shields for a new 
headquarters building. November, 1968, pages 160-161. 


HOSPITAL MARKET HAS POTENTIAL FOR DEALERS. More office supplies and equipment 
will be needed by hospitals as they expand into a big business, resulting in a potentially 
rewarding market for dealers who take the trouble to investigate and tailor their selling 
approach. November, 1968, pages 162-164. 
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COST CONTROL IS KEY TO SUCCESS. A big sales volume does not necessarily mean a 


big profit says a CPA who gives pointers on the most efficient use of the expense dollar. 
November, 1968, pages 206-208 . 


SHOULD YOU CHARGE TO DELIVER SMALL SUPPLY ORDERS? OA's "Problem-Solver" 


gives some tips on establishing the minimum order a dealer will deliver free. December, 
1968 , pages 26-27. 


HOW DEALERS VIEW THE RACE PROBLEM, An OA survey reveals a high percentage of 
office products dealers are concerned about the racial problem and dealers' responsibility to 
help alleviate the situation. December, 1968, pages 32-39. 


"WE HIRE BY ABILITY, NOT COLOR." That's the policy at Franklin Printing & Engraving 
in Toledo, Ohio, where "Skip" Mays is making his mark as the firm's first Negro outside 
salesman. December, 1968, pages 40-43. 


BLACKS CAN BEAT THE "DELIVERY BOY" IMAGE. Two ex-typewriter mechanics work 
hard, gain success, and emphatically prove it can be done. December, 1968, pages 44-48. 


IT WAS ROUGH, BUT HE WOULDN'T GIVE UP. Al Morrison always wanted to get into the 


office products business. This is the story of his battle to do so. December, 1968, pages 
48-53. 


IS WHAT'S BEING DONE ENOUGH? Programs spring up almost daily to help the minority 
groups, but are they succeeding and who's behind them? December, 1968, pages 54-55. 


HELP YOUR CUSTOMERS IMPROVE THEIR PACKAGING. Dealers can both help their 


commercial accounts and sell more tape by showing them how to properly wrap parcels. 
December, 1968, page 104. 


Il - SALES & SALES TRAINING 





PROMOTING STOCK ITEMS AS BUSINESS GIFTS. Dealers tell how they tap holiday gift 
market with standard merchandise. July, 1968, pages 49-51. 


HAWAIIAN DEALER "SWINGS" WITH SYSTEM SALES. When Fisher-Hawaii organizes a 
new division to cash in on the burgeoning systems market, it starts making big sales 
immediately. July, 1968, pages 52-54. 


SHOWING YOUR INTEREST CAN BRING UNEXPECTED REWARDS. Salesman Harold 
Yeater tells how, by extending himself and the services he could render, he was given a 


furniture job which he otherwise might never have had a chance of getting. August, 
1968, page 18. 
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Il - SALES & SALES TRAINING - cont'd 





ARE YOU NEGLECTING IMPORTANT MARKETS? Members of OA's Advisory Committee of 
100 report that the dollars are there--in the office-in-the-home, in educational institutions, 


in systems selling and in many other areas--if dealers want to go after them. August, 1968, 
pages 36-40. 


CARR'S GROWTH MARKET. A Long Island dealer profits in the educational field with 
machine shorthand, a method that is catching on in schools everywhere. August, 1968, 
pages 41-43. 


HOME OFFICE MARKET OFFERS PLENTY OF SALES. A suburban Chicago dealer reveals 
how he makes 15% of his volume from the office-in-the-home market. August, 1968, pages 
44-47, | 


WOULD YOU BELIEVE AN $87,000 SHELVING JOB? Steel shop equipment can be a high- 
volume item for dealers, but it takes a special kind of selling. August, 1968, pages 52-56. 


HOW A "ROOKIE" FOUGHT LIKE A VET FOR TIME TO SELL. Owner of a Florida dealer- 
ship recalls an experience early in his career. September, 1968, page 24. 


THE CUSTOMER'S RETURN ON INVESTMENT. Manufacturer of dictating machines and 
systems provides follow-through tips on how to keep customers satisfied. September, 1968, 
pages 166-167. 


CUSTOM CARE CREATES SALES FOR NYLAND'S. Helen Nyland describes how a complete 
office furnishings job resulted from offering to find a comfortable chair for a 300-pound 
customer. October, 1968, page 28. 


THE MARKING PEN MIRACLE. A visit to a commercial art studio and a look-see at the 
many uses made there of porous-tip pens and felt-tip markers turns up some good ideas for an “ 


effective sales approach to a market some dealers may be overlooking. October, 1968, 
pages 94-97. 


GOOD PR IDEA BRINGS UNEXPECTED SALE. Pat O'Connor called on a maker of professional 
records with the idea of presenting them as a public relations gesture with each contract office 
he worked on. He so impressed the record producer he ended up with the manufacturer's 

order to furnish about two dozen private offices. November, 1968, page 22. 


A CUSTOM JOB WITH CHAIR MATS. Salesman for an Illinois dealership finds that carpeted 
offices offer a good market for plastic chair mats as he sells 400 of these shields for a new 
headquarters building. November, 1968, pages 160-161. 


THE DAY | SOLD A "THINKING MACHINE." "Chuck" Bailey learns you shouldn't judge 
a customer by his manner or his dress as he makes his most unusual and amusing sale. 
December, 1968, page 18. 


HELP YOUR CUSTOMERS IMPROVE THEIR PACKAGING. Dealers can both help their 


commercial accounts and sell more tape by showing them how to properly wrap parcels. 
December, 1968, page 104. 
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Ill - MERCHANDISING 





A. Advertising & Promotion 





NOPW DEALERS TELL OA TO "DO IT AGAIN!" Dealers from all parts of the country who 
participated in the third annual National Office Product Weeks voice their approval of the 
promotion and ask for it «gain next year. July, 1968, page 61. 


BIGGER NOPW COMING UP. OA's next National Office Product Weeks promotion will 
feature twice as many products, offer more prizes and run longer. September, 1968, page 54. 


EVERYONE CAN DIG UP NEW LEADS. An imaginative internal promotion is working 
wonders at Color-Art Printing & Stationery as clerks, secretaries and salesmen "get the lead 
out." October, 1968, pages 60-63. 


HE'S COACHING A WINNER, Mixing sound business fundamentals with ingenious promotion 
makes ex-high school coach John Heinzelman a tough competitor in the office products 
business. October, 1968, pages 64-67. 


HARRISON'S DOOR-TO-DOOR RAFFLE IDEA. Hundreds of offices in the vicinity were 
easy to reach when an El Paso dealer sent his outside salesmen on a door-to-door raffle 


campaign designed to bring ticket holders to the grand opening of a new store. October, 
1968, pages 68-69. 


LEADING AN AD BANDWAGON, -Everyone concerned reaped benefits when they joined 
Williams Office Equipment in promoting its new building. October, 1968, pages 70-71. 


NEARLY 80% OF NOPW DEALERS REPORT GAINS. This year more than 2,800 dealers 
participated in the National Office Product Weeks promotion, and their customers sweep- 
stakes entries totaled over 200,000. Eighty per cent of the dealers report their sales 
increased during the promotion period--with the average increase running between 10% 
and 15%. October, 1968, pages 72-74. 


OUTSIDE MEN ARE KEY TO SUCCESS, Six dealers tell how they promoted National Office 
Product Weeks through their outside salesmen. October, 1968, pages 74-76. 


QUICK GUIDE TO EFFECTIVE ADVERTISING. An account executive for one of New York's 
largest advertising agencies draws on many years of experience in suggesting ways dealers 


can learn how to run their advertising programs effectively themselves. October, 1968, 
pages 84, 86, 88, 90, 92. . 


CUSTOMER OF THE WEEK. Roger Office Furniture finds excellent response to a very 
simple promotion. October, 1968, page 104. 


SILVER'S SAYS IT WITH STYLE, Detroit dealer works closely with local agency in developing 
ads that project an image of a modern, imaginative enterprise capable of supplying an 


exceptional range of supplies as well as the most sophisticated office interiors. November, 
1968, pages 50-55. 
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ll - MERCHANDISING - cont'd 





NEW LIFE IN AN OLD IMAGE, Scrantom's Book and Stationery Co. used newspapers, 
radio and direct mail! to promote its fair name and image during a "once-in-a-lifetime" 
event--the firm's 100th birthday. November, 1968, pages 56-59. 


DEALERS AGREE NOPW IS AN IMAGE BUILDER. OA's national promotion--National 
Office Product Weeks--helps dealers boost their sales and add to their prestige say those who 
have participated. November, 1968, pages 60-61. 


HOW STRICKLER'S USES 4 SALES APPROACHES. This dealer--with stores in two states-- 
has learned to tailor his typewriter promotions to four different types of buyers. November, 
1968, pages 62-63. 


FUN AND SUN FOR SWEEPS WINNERS. Trips to Acapulco and Mexico City top hundreds 
of prizes to be awarded in sweepstakes highlighting OA's fourth annual National Office 
Product Weeks promotion. December, 1968, pages 58-59. 


PLANNING TIPS FOR A PROFITABLE PROMOTION. A typewriter manufacturer gives some 


good tips on selling useful (useful for the whole family) gifts for Father's Day. December, 
1968, pages 106-108. 


B. Store Layout & Display 





MAKES SHOWROOM OF DANCE STUDIO. Large dealer in Philadelphia makes imaginative 
use of an old dance studio as a furniture showroom. July, 1968, page 65. 


YOU'VE GOT TO MAKE THEM WANT TO WALK IN. Members of OA's Advisory Committee 
of 100 tell how to make a store a prime promotional tool that adds substantially to profits. 
September, 1968, pages 46-53. 


HOW VALLEY STATIONERS BUILDS WALK-IN TRADE. A modern store, pleasant atmosphere, 
a wide variety of merchandise and good service bring in an average of 250 customers each 
day for California dealer Warren Miller. September, 1968, pages 56-60. 


ACCENT ON WALK-IN SALES. Dick Cote created a store that was tailor-made for the 
walk-in customer, and his trade increased 30%. September, 1968, pages 61-62. 


THE SHOWROOM THAT SELLS DESIGN. An El Paso, Tex., dealer finds his new furniture 
showroom works wonders when it "produces an effect that shows the result of a design co- 
ordinated package." September, 1968, pages 67-68. 


EFFECTIVE SPACE USAGE HELPS EFFICIENCY. A Memphis, Tenn., dealer tells from his 
own experience how a crowded and cluttered store can cut down efficiency and lower 
employee morale--and how a little extra elbow room and breathing space can give the 
whole business an upbeat attitude. September, 1968, pages 70-72. 
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Ill - MERCHANDISING - cont'd 





A BUILDING'S NEW LIFE. A dealer fixes up an old mortuary for his furniture division and 
earns the Chamber of Commerce's commendation for "turning a liability into an attractive 
asset for Kirkwood, Mo." October, 1968, page 63. 


REMODELING PROVIDES "OPEN LOOK." Scott-Rice Co. gets a more attractive store 
with 30% more product display area through a well-planned remodeling project for a 
45x65' area. October, 1968, page 280. 


MAKING MISFORTUNE PAY. When a Saginaw, Mich., dealer's store was destroyed by 
fire, he suffered a heavy loss, but quickly set about getting back into business in a new 


location--a beautiful store near an outlying shopping center and industrial area. November, 
1968, pages 128-129. 


THE LANDSCAPED SHOWROOM. One of the newest outgrowths of the landscaped office 


is the landscaped office equipment showroom. Here's a good example'of such a showroom. 
November, 1968, page 204. 


IV - MARKET RESEARCH 





HOW DEALERS VIEW THE RACE PROBLEM. An OA survey reveals a high percentage of 
office products dealers are concerned about the racial problem and dealers' responsibilities 
to help alleviate the situation. December, 1968, pages 32-39. 


V - PRODUCT DATA 





A. Supplies 





YOUNG CUT-UP "INVENTS" HOT NEW ITEM. A small boy happily whacking away at 
a plastic calendar ends up with an idea--quite by accident--for a new office product now 
being produced by 20 companies. October, 1968, pages 181-182. 


HOW ODD THE PENS IN A SPACE ODYSSEY? A preview of some of the writing instruments 
Parker Pen expects to be in use three decades from now. November, 1968, page 158. 


B. Machines 





CANON'S COOL CALCULATION. George Kyotow tells how he developed a successful 
dealer franchise policy for Canon, USA, when the company began importing Japanese-made 
transistorized desk-top calculators and then later offered Japanese-made integrated circuit 
electronic calculators. November, 1968, pages 64-69. 


TYPEWRITER PRINCIPLES REMAIN UNCHANGED. Even the advent of electric power 
hasn't changed the three basic typing principles of the world's first practical typewriter . 
November, 1968, page 156. 


, 
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Vi - OFFICE DESIGN 





WHAT WILL THE OFFICE OF THE FUTURE BE LIKE? After intensive studies, a leading 
manufacturer predicts how tomorrow's office will look and how it will function. July, 1968, 
pages 106-109. 


NEW ROLE FOR DEALERS IN MODULAR OFFICES. Revolutionary new furnishings for the 
ever changing office may provide dealers with a constant market. September, 1968, 
pages 154-165. 


CRACKING A BANK'S DESIGN PROBLEM. Silver's of Detroit accepts a challenging 
assignment--to unite on one floor three physically separate units of a bank's international 
division, using existing furnishings. October, 1968, page 276. 


REFLECTING THE "LOOK" AND "ALL-STEEL CONCEPT." The Space Design Group 
comes up with a showroom for All-Steel Equipment, Inc., that reflects the company, its 
tastes and design attitudes. October, 1968, page 278. 


ANALYZING OFFICE DESIGN PROBLEMS. An expert researcher tells how to go about 
solving the number one problem of the office designer--defining the job before him. 


October, 1968, pages 330-338. 


DESIGNED TO WELCOME CUSTOMERS. A designer imparts a feeling of warmth and 
welcome to the facilities of a large public utilities company. November, 1968, pages 


210-215. 


Vil - INDUSTRY SHOWS AND MEETINGS 





NEW YORK SHOW: IT'S A CHALLENGE. The National Office Products Association 
announces the program for the annual convention in New York in October. September, 
1968, pages 74-75. 


NOPA LEADERS PLAN FOR NEXT YEAR. Participants in the National Office Products 
Association's District Leaders Conference meet to block out broad outlines of a program 


to implement the coming year's theme. November, 1968, page 130. 


ATLANTA WILL HOST SHOW. Advance information on the National Office Products 
Association's Spring show in Atlanta. November, 1968, pages 138-139. 


IX - MISCELLANEOUS INDUSTRY NEWS 





FLORIDA--A NICE PLACE NOT TO RETIRE. Robert Reben and his wife retired from the 
office products business in Poughkeepsie, N.Y.,toretire to Florida. That retirement lasted 


less than a year. Now they're back in business in Daytona Beach. October, 1968, page 
298 . 
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IX - MISCELLANEOUS INDUSTRY NEWS - cont'd 





ALAN BEHREND VIEWS DEALER CHALLENGES. OA's editor interviews Alan Behrend of 
Baltimore, the new president of the National Office Products Association. November, 1968, 
pages 132-133. 


GUSSCO MARKS 50TH ANNIVERSARY. As Guide System and Supply Co., Inc .,celebrates 
its golden anniversary, the firm is already deep in plans for the next 50 years. November, 


1968, pages 152-153. 


THREE GENERATIONS CELEBRATE 50TH YEAR. An unusual 50th anniversary sale marks 
the beginning of the second half century of business for Pitcher's, the first typewriter dealer 
in Paterson, N.J. November, 1968, pages 154-155. 





